
Opticians in May!
Sunday May 7th, 2017   8:30 a.m. - 4:00 p.m.

Double Tree by Hilton - Pleasanton   7030 Johnson Drive, Pleasanton, CA

ABOUT THE SPEAKER

Thank you to this year’s sponsors

California Association
of Dispensing Opticians

Sign Up Now!

  With over 30 years in the Optical business, 
Mrs. Drake is an approved speaker for ABO and NCLE as well as 
an advanced course approved speaker and lectures both local-
ly and nationally. She was president and owner of ALL ABOUT 
EYES VISION CENTER in Griffin, Georgia for over 20 years. She 
is a licensed optician in Georgia, advanced certified by both the 
American Board of Opticianry and the National Contact Lens 
Examiners and also has received her Masters in Ophthalmic 
Optics Certification by the ABO. She is a Fellow of the Contact 
Lens Society of America and Fellow of the National Academy 
of Opticianry. She currently serves for the National Academy of 
Opticianry, as President. 

Diane F. Drake, LDO, ABOM, NCLEM

Registration and Welcome8:30 - 9:00 a.m.

LunchNoon - 1:00 p.m.

AIDS – HIV and the 
Eyecare Professional

9:00 - 9:50 a.m.

With various levels of exposure to the HIV Virus in the 
Eyecare field, it is becoming more and more important 
to be aware of the risks involved and how to avoid those 
risks to ourselves and to our patients.  This course will 
discuss those risks, and explain the universal precautions 
relating to the exposure.  Some of the most up to date 
statistics will be included.  Discussions will include expla-
nation of AIDS and HIV and history.  Modes of transmis-
sion will also be discussed.

(1 Hour ABO/NCLE)

Customer Service 101+, 
When That’s Not Enough!10:00 - 10:50 a.m.

Sometimes it SEEMS that even though you try to “bend 
over backwards”, it’s not enough to satisfy some peo-
ple.   Is it perception or reality?  This course will pres-
ent concepts of what customer service is really all about 
and how to make it “over the top, customer service”.  
Communication skills will be presented to demonstrate 
diffusing negative situations and turning them from bad 
experiences to great experiences. 

(1 Hour ABO/NCLE)

I Speak - Eye Speak1:00 - 1:50 p.m.

(1 Hour ABO/NCLE)

Whether it’s a patient asking questions, discussions with 
a co-worker/colleague, or communicating with a doctor, 
we’ve all heard words and phrases that leave us won-
dering a bit.  This course will present some of the terms 
and explanations for many of them and identify how the 
explanation can help you and your patients “see”.
At the conclusion of this course, the participant should:
 Explain the difference in traditional lens 
 technology and new technology
 Identify the term“Techno Babble”
 List 3 optical terms
 Describe 2 refractive terms

Harmful Blue Light and the 
Optical Solution

11:00 - 11:50 a.m.

Discover the new blue light solutions, how older variable 
tint products have been re-purposed and how to pres-
ent these to your clients. Make yourself different in the 
crowed market, and add more $ to the bottom line.

(1 Hour ABO)

Maximizing Your Optical 
Sales – From Exam 

Room to Dispensary
2:00 - 2:50 p.m.

While it may seem that selling eyewear and contact lens-
es is done in the optical, studies have shown that suc-
cessful practices include recommendations from the doc-
tor.  In addition, the MOST successful practices include 
continued support from every department beginning 
with the doctor/owner.  That includes technicians as well 
as opticians.  This course will introduce the importance 
of prescribing from the chair and how to educate and 
include every staff member to ensure the most successful 
visual outcome for your patients.

(1 Hour ABO/NCLE)

Troubleshooting 
Rx Complaints3:00 - 3:50 p.m.

Troubleshooting Rx Complaints often begins with iden-
tifying what the problem is and whether it is real or per-
ceived. This course presents information that can help 
the participant to look at the reality of perception with-
out prejudging, and find solutions to both real and per-
ceived complaints while turning lemons into lemonade.

(1 Hour ABO/NCLE)



Opticians in May!

Opticians in May!

FREQUENTLY ASKED QUESTIONS

CADO Seminars 
P.O. Box 60192
Sacramento, CA 95860

Sponsored by the California 
Association of Dispensing Opticians

Early Registration - Postmarked 4/8/17
Regular Registration - Postmarked by 4/30/17
Registration Paid After 4/30/17

$80
$105
$130

$130
$155
$180

Total Fees
CADO Members

 & Associates

If you would like to join CADO check this box and add $40 to 
the CADO membership payment. (Prorated dues through 2017.)

Classes, morning tea, coffee, and lunch buffet included.

Name:

Practice Name:

Address:

City, State, Zip:

Email:

(reservations confirmed by email)

Seminar Payment - Please make check out to:
CADO (California Association of Dispensing Opticians)
Sorry No Credit Cards
INFO. - (916) 483-5087

CADO Member 2017?        Yes        No

Mail this form with your check to:
CADO Seminars 
P.O. Box 60192
Sacramento, CA 95860

Sorry, No Refunds.

Course Credits (Check either ABO or NCLE for each session below):
Session

   1

   2

   3

   4

   5

   6

ABO NCLE

Non 
Members

Kaiser Employee?  Yes        No

Why Should I Attend?
Want to make more money? Want to keep your job?
You have to up your skills and here is a time and 
place that makes it easy, one day and nationally rec-
ognized speaker, the person who teaches your sales 
reps. Bring a friend and make it fun!

Why Sunday?
Many of us work on Saturdays! Maybe your boss 
will give you an alternative day off? You are making 
an extra effort to improve yourself, be more valu-
able to the practice and in turn the practice will be 
more successful!

I Don’t Want to Spend the Money?
Who does? But this is continuing education to keep 
your skills and knowledge up to par with the chang-
ing environment. Your doctors have to have con-
tinuing education. It’s a necessary part of the busi-
ness and your boss would probably be willing to pay 
the expense to have great staff for his clients. 

But I’m Not ABO!
The American Board of Opticianary and Nation-
al Contact Lens Examiners are much like an honor 
society. They have standards to belong and require 
continuing education to maintain a membership. 
The best part is these organizations encourage ed-
ucation for everyone at every level of experience, in 
its attempt to improve the industry. 

Save the Date! Sunday May 7th

Learn how to boost your value and your income!
Six ABO and Five NCLE credits available!
Presented by nationally acclaimed speaker!
 Diane F. Drake, LDO, ABOM, NCLEM
Early Bird Special! Save $25 when you register by 
April 8th,, 2017

Save the Date! Sunday May 7th

5 NCLE Credits or 6 ABO Credits
Details Inside!

Keep your ABO certification up-to-date with SIX HOURS of CE credit (All this and LUNCH too!)
Save $25 if registered by 4/8


